Am I Missing Bookings At My Shows?


BEFORE

~ I thoroughly coach my Hosts so they understand the difference between no bookings and at least one booking.

~ I am enthusiastic and excite my Hosts so they will follow all of my instructions

~ I coach my Host to work on bookings before the show, and if necessary, offer an extra incentive for doing so.

~ I ask for bookings from early guests before my demo starts.

DURING

~ I drop 3 – 5 “booking seeds” throughout my demo.

~ I keep my eyes and ears open for booking signs.

~ I ask questions during the show such as, “Have any of you had a Kitchen Show in the past?” (Those who have are the “bookers”)

~ I ask past Hosts to share their testimonies.

~ I use visuals at my shows when I talk about the Host Program (Show Planner, Show Benefits Flyer, Posters).

~ I suggest theme shows as a fun alternative to a “regular” show.

~ I thoroughly know and understand the Host Program, including any current incentives and promotions.

~ I use “booking gimmicks” (games, prize drawing/basket, contests, etc.)

~ I ask for referrals on the survey slip (offer a gift for referrals that turn into business) (these are your new leads).

AFTER

~ I use the direct approach, “You seemed to love everything tonight. I’d love to do a show for you. You’d make a great Host.”
~ I talk to EVERY guest about booking a show (when they place an order).

~ I use the tentative booking approach, “Do you mind if I pencil you in so Sue will get her Host credit? If you find a conflict in your schedule, we can always change the date.” (Most generally do not reschedule.)

~ I ask those who aren’t sure about booking now, but are thinking about doing so in the future, which month they would like to have a show. (These are your phone leads.)

~ I Host Coach extensively at the show, and send every new booking home with a Host Packet.

~ I work for more bookings while I am packing.

~ I close the show within 3 – 5 days. Happy Hosts are repeat Hosts.

~ I ask my Host to contact absentees for more bookings (and outside orders). (If necessary, offer an incentive)

~ I talk to every Host about re-booking another show when the next catalog comes out.

~ When I leave a show, I feel I got all I could for my Host…I didn’t miss any booking prospects.

~ I follow through promptly on referrals
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